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Q&A 


(continued from page 8) 


that reason and the concerns you 
noted, many insurers are very 
cautious when using Symbol 1. It is 
not unusual for an insurer to have 
restrictions and acceptability 


requirements when using Symbol 1, if 


it is used at all by that insurer. 

From a premium standpoint, the 
Business Auto coverage form is 
auditable. Look at policy condition #6: 

6. Premium Audit 

a. The estimated premium for this 
Coverage Form is based on the 
exposures you told us you would have 
when this policy began. We will 
compute the final premium due when 
we determine your actual exposures. 
The estimated total premium will be 
credited against the final premium 
due and the first Named Insured will 
be billed for the balance, if any. If the 
estimated total premium exceeds the 
final premium due, the first Named 
Insured will get a refund. 

b. If this policy is issued for more 
than one year, the premium for this 
Coverage Form will be computed 
annually based on our rates or 


premiums in effect at the beginning of 


each year of the policy. 


DECEMBER 1998 


So, if the insured chooses Symbol 1 
but does not report and schedule all 
of the vehicles at policy inception for 
liability purposes, the insurer has the 
right and the ability to make a charge 
for any covered vehicle on audit. 

Again, Symbol 1 is very broad and 
a great deal of care should be used 
when this coverage approach is 
selected; and the agent, broker, 
underwriter or insurer will need to 
spend extra time determining and 
evaluating the multitude of potential 
exposures when used. 
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publication without reading about the 
Year 2000 problem. The clock is 
running, and Executive Risk is 
addressing the issue with its Year 
2000 Project Office, a multi-phase 
initiative designed to ensure that the 
organization’s automated systems are 
fully Y2K compliant well before the 
new millennium. To keep brokers and 
clients informed of its progress, the 
company has created a section on its 
Web site dedicated to Y2K that 
provides periodic updates of its Y2K 
status and also offers links to other 
Y2K Web sites. 


Looking to the future 


Invited to gaze into the crystal ball, 
Stephen Sills and Randy Oates are 
sanguine about what they see ahead 
for Executive Risk. “The market keeps 
getting more competitive. 
Inexperienced companies that can’t 
make it in their core businesses are 
entering ours,” Sills observes. “To us, 
sitting around waiting for a hard 
market isn’t a strategy. Over time, we 
plan for 15% annual growth in 
premium volume and earnings per 
share, and 15% after-tax ROE. We can 
continue to do that by using the skill 
sets that got us where we are—and by 
continuing to enjoy what we’re 


doing.” 





sd 


, 
Seo 


“ 


“Sure, cell phones are a terrific 
convenience. But carrying this phone 
book around is murder.” 
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